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PR O G R A M  IN TR O D U CTIO N
In 1986, the Hawaii Extension Homemaker 's  Council  recom m ended  
that their Family Resource  Management (FRM) program of  work include 
developing  skills for home production as well as explor ing  home-based 
business  opportunit ies  to increase their income. This project  manual  was 
created to address the need as expressed by leaders of this organization.
The purpose of  this manual is to assist  Projec t Leader  Trainers  in 
conducting a workshop session on "Understanding the Role of Home-based 
Business in Your Community" for clubs or community  groups. Included are 
sec t ions  on p repara t ion  ideas , background  data,  v isua ls ,  se l f -ana lys is  
exercises,  and evaluation.
^ O b j e c t i v e s ______________________________________________________________
1. To increase the knowledge and skills of participants in exploring 
hom e-based  business  opportunit ies .
2. To assist participants in evaluating their own capabilities as a 
bus iness  owner.
^ I n t e n d e d  Audience
Individuals,  families,  and potential business owners.
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LEADER’S GUIDE
^ P r e p a r a t i o n  Ideas__________________________________________________________
1. Review all materials to become familiar with the concepts and 
components  in this unit.
2. Select appropriate sections for your audience and adapt materials if 
n e c e s s a r y .
3. Locate  available resources  and references in your community.
4. Duplicate  those handouts or worksheets you select to utilize.
5. Prepare supplemental visual aids that would assist in getting your 
message across.
6. Review the following tasks to prepare for the presentation of your 
w o r k s h o p :
o®’ What  is the purpose of the meeting/workshop? 
b®’ Who is the intended audience? 
b^ 3 How many persons will attend?
b^ 3 What  room arrangements  would enhance this program?
BS" What  educational supplies /materia ls  are needed?
B^ * What  is the desired outcome? 
b®" What  are potential pitfalls?
7. Evaluate  success of meeting.
8. Plan or assist in planning follow up programs if requested.
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^ G e t t i n g  Started
Good meetings don't  just happen. They are carefully thought out and 
p lanned ahead of  t ime. A workshop that is run p rofess iona l ly  makes  
people feel that their t ime was well spent. Here are some tips to help you 
as a leader improve your communicat ion skills:
m
* Start and finish on  time
* Know what you want to say
* Have your materials and visuals ready
* Make your presentation simple and to the point
* Keep the session lively and moving forward
* Speak clearly
* Be confident and enthusiastic
* Close on a positive note
P O N T
* Let people drift off into other subjects
* Get upset when people disagree with you
* Try to be funny when you're not
* Allow arguments
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PRO G RA M  TEX T
^ B a c k g r o u n d  Data_____________________________________________________________
The Role of Small Business
Small businesses have become a very important part of  our economy. 
The industr ia l  changes  from cap i ta l - in tens ive  to hum an in tens ive  have 
opened doors  for small business because of its abili ty to provide  rapid 
innovation in the marketplace. Of the millions of new jobs  created in the 
United States  between 1982-1986,  the majori ty  have come from small 
b u s in e s se s (B i rc h ) .
Companies  created and owned by women have been a major factor in 
the dramatic increase in small business.  During the period of 1977-1983,
the number  of women-owned businesses grew two times faster than male- 
owned bus inesses ( I laney) .
The service-producing sector of  the economy is expected to provide 
the most  growth in future employment.  The Bureau of  Labor  Statistics 
predicts  that forty industr ies  will generate over  three-fourths  of the net 
new jobs  between 1984 and 1995. Only five of  the forty will  be in 
m anufac tu r ing  and one in construct ion.  The r em ainder  of  the "high
growth" industr ies  are in the serv ice-produc ing  sector.  Three  general  
industr ial  sectors encompass  fifteen of  the forty specific industr ies  and 
account for nearly 40 percent of the total expected growth. They are: l) 
Business Services,  2 ) Health Services, and 3) Hospitality Industries (Pulver).  
[Appendix I--Projected high employment growth industries].
The service sector is also providing most of the new jobs  in rural
areas,  about 1.1 million in 1986. Small and large firms contr ibuted about 
equal ly  to this expansion .  In the m anufac tu r ing  sector,  small  f irms 
contr ibuted 71 percent  of the new jobs  in rural areas,  while  large firms 
generated  the remainder .
A recen t  analysis  of the twenty industr ies  that are expec ted  to 
produce the majority of the new jobs  in the U.S. between 1984 and 1995 
indica ted  that  rural America ,  like our ne ighbor  is lands ,  is not  at a 
d isadvan tage ,  com pared  to urban areas,  in a t t rac t ing  these  indus t r ies  
(Cotter). There are eleven industries which appear to grow even in rural 
areas including:  trucking,  wholesale  machinery and equipment ,  grocery
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stores ,  ea t ing  and dr ink ing  places , hotels  and o ther  lodg ing  places ,  
miscel laneous  business  services,  miscel laneous am usem ent  and recreation 
services,  offices of physicians, nursing and personal care services,  legal and 
a cc o u n t in g  s e rv ices ,  au d i t in g  and b o o k k e e p in g .  [V isua l  1 - -R ura l  
O ppor tun i t ie s ] .
Home-Based Businesses
Research on home-based  workers  indicates  that about  half  of  the 
persons whose work was entire ly home-based were in service industr ies .  
Home-based workers  were more likely to be young, between 25 and 44, 
with few young children.  General ly  these individuals were high school 
graduates with some university,  college or technical training. (Bentley)
Craft Businesses in Hawaii
In 1987 a survey of  the economic  and in fo rm at iona l  needs  of 
Hawaii 's  Crafters was conducted (Cox et al.). One hundred sixteen surveys 
were re turned by crafters  who attended at least one of  the four  major  
types of local craf t  fairs. The research supported the belief  that  more 
hom e-based  bus inesses  are started by women and that  they are often 
s tar ted as a way to increase  supplementa l  income and/or  exp lo re  an 
alternative livelihood. It also indicated that a majority of the crafters are 
employed full or part-time in work other than the craft business.
Craft  businesses  may provide economic opportuni t ies  for  Hawaii 's  
people. However ,  the survey indicated that the average hourly  return to 
labor  is $3.10. Certain character ist ics  of some of  the respondents  were 
s ign i f ican t ly  re la ted  to profits.  Specif ica l ly ,  males  made m ore  than 
females; those selling to specialty stores made more  than those who did 
not; and those who did not work at other jobs  made more than those who 
had part-time or full time jobs.
What Does it Take to be an Entrepreneur?
A small bus iness  revo lves  a round  its m a n a g e r /o w n e r  w ho  is 
general ly  c lassif ied  as an entrepreneur .  While  these en t repreneurs  are 
respons ib le  for  the crea t ion  of  jobs ,  innova t ions  and prof i ts  in our 
economy, they also take many risks and fail much more often than their 
corporate  counterparts.  [Visual 2—Small Business Entrepreneurs] .
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The roles and behavior  of entrepreneurs  can be learned. Potential 
entrepreneurs  can be taught  skills,  tools and concepts .  The  learning 
process  will  be as im por tan t  for  them as the sub jec t  mat ter .  An 
e n t r e p re n e u r  is c h a rac te r iz e d  as som eo n e  w ho  is:  g o a l -o r ie n ted ,
innova t ive ,  hard work ing ,  d isc ip l ined ,  r isk - tak ing ,  and f lexib le .  An 
en t rep reneur  is def ined as someone who endow s  resources  with new 
wealth-producing capacity. 1 Visual 3 —Wantcdl
frfr'The Planning Process________________________________________________________
Now that you know some facts about small,  hom e-based  business ,  
you may be thinking that you would like to consider  starting one yourself.  
The first step is to develop some goals detailing how starting a business 
will fit into your life. A model for this goal-setting process is included.  
[Visual 4--Planning Process model].
The goal-set t ing process is difficul t  and cannot  be done  without  
spending time to actually quantify the goals you would like to achieve.  
Your family needs to be involved and timetables for the activities involved 
in meeting your goals need to be compiled.
Profits are not the only goal of a small business.  Many people are 
in te res ted  in a home-based  business  because  of  the poss ib i l i t ie s  for 
flexible,  part-time work. However,  as many small business persons would 
testify, the time required to run a small business may make one wonder  if 
it is really worthwhile.
A C T I V I T Y
Exercise 1: Goal Setting (Sec  Appendix II)
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^ D e v e lo p in g  Ideas for a Business
If you have decided that you would like to start your  own business,  
you now need an idea. You may already have something in mind,  but 
those  w ho don 't  may find the hand-out  on potent ia l  bus inesses  very 
helpful [Appendix 111-Potential Small Business Opportunities].
A C T I V I T Y
Exerc ise 2: Brainstorming Smal l  B u s in e s s  Ideas
^  S e l f - A s s e s s m e n t
An inventory of your abilit ies will help you determine which  type of 
business  would  be best suited to you. The fo l lowing  se lf -assessm ent  
exercises can be used to help determine if you have what it takes to be an 
e n t rep reneu r  and to p rovide  an inventory  of  your  m an a g e m e n t  skills.  
(V isu a l  5 - - In v e n to ry  yo u r  M a n a g e m e n t  A b i l i t ie s ;  V isua l  6 - -A b i l i t i e s  
N ee d e d ) .
A C T I V I T Y
Exercise 3: Rating Scale  for Personal Traits Important to a Proprietor
Exercise  4: Needs  and Desires
Exerc ise  5: M a n a g e m e n t  S k i l l s
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^ D e v e lo p in g  a Business Plan
What  Now?
If you have decided starting a small business is not for you, we hope 
that this workshop has helped you focus on the personal  goals that you 
want to realize. While being an entrepreneur seems attractive, it is not for 
e v e r y o n e .
If  you have decided after assessing your situat ion that you would 
like to start  your own business,  the first step is to develop a business plan. 
There  are many sources of  information and ass is tance if  you want  to 
develop a business  plan. The federal,  state and local governments ,  along 
with other  private organizations, have programs designed to help you.
A C T I V I T Y
Bu s in es s  Goal  Clar if icat ion
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APPENDIX I.
PROJECTED HIGH EMPLOYMENT GROWTH INDUSTRIES
Projected E m p lo y m e n t  Growth 1 9 8 4 - 1 9 9 5
Type o f  Industry
Eat ing  and Drinking  Places 1 2 5 5 .9
M i s c e l l a n e o u s  B u s i n e s s  Se r v ic e 8 0 1 . 4
Computer and Data Proces s in g  Se rv ic e s 6 7 5 . 6
Educat ional  Se r v ic e s  ( Inc luding  State and Local ) 6 1 8 . 9
Personnel  Supplv Services 5 4 6 . 6
Nurs ing and Personal  Care Facil i t ies 5 0 5 . 4
Grocery  Stores 4 9 9 . 1
D epa r tm ent  St ores 4 4 1 . 1
Mac hi ne ry ,  Eq ui pm en t  and Su pp l ie s  (W h o le sa l e ) 4 0 9 . 5
Off ice o f  Phvsicians 4 0 5 . 5
L e g a l  S e r v i c e s 3 9 9 . 7
Se rvi ces  to Bu i ld ing s 3 3 3 . 9
E n g i n e e r i n g  and Archi te c tu ral 3 2 5 . 5
Local  Gov ernme nt  (Exc lud ing  Hospital  and Educat ion) 3 1 6 . 3
State Government  (Excluding Hospital and Education) 3 1 1 . 2
Hospi ta ls  ( Including Stale and Local ) 2 8 7 . 9
Trucking ,  Local  and Dis tance 2 4 6 . 8
Hote ls ,  Motels  and Tourist Courts 2 4 6 . 4
O ff ice  and Co mpu t ing  Machines 2 2 9 . 6
M is ce l l a n eo u s  A muse ment  and Recreation Services 2 1 2 . 7
A c c o u n t i n g ,  A u di t in g  and B o o k k e e p in g 2 0 5 . 4
Outpatient Care Facil i t ies 199 .3
M is c e l l a n e o u s  Sh opp in g G oods  Stores 18 1 .9
Elec tronic  C o m p o n en ts  and A c c e s s o r i e s 1 73 .7
Residential  Care 17 2.8
C o m m u n i c a t i o n  E q u ip m e n t 1 69 .9
M i s c e l l a n e o u s  Plast ic  Products 167.3
Health and Al l ied  Services 1 6 4 . 0
Commercia l  and Slock Sa v in gs  Banks 161 .8
Communica t ion  Service 14 9.6
O f f ic e  o f  Other Health Practit ioners 1 4 1 .9
A u t o m o t i v e  Repair  Shops 136 .8
Fire,  Marine and Casualty Insurance 1 3 4 .0
N o n - r c s i d c n t i a l  B u i l d in g  Cons truc t ion 132.3
Off ice o f  Dentists 125.3
Individual  and Family  Soc ia l  S ervice s  105 .3
E le c tr ic  S e r v i c e s  1 0 4 .9
C o m m e r c i a l  P r i nt in g  9 7 . 2
Grocer ies  and Related Products  (W h o le sa le )  9 5 .8
Security Brokers and Dealers______________________________________________________ 9 4 . 9
Source: E m ploym ent o f  W age and Salary Workers by Industry 1984  and projected 1995  
A lternatives,  Bureau o f  Labor Statist ics,  United States Department o f  Labor, N o v em b er  1985.  
(M oderate growth est im ates arc used for 1995 labor force)
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APPENDIX II.
ACTIVITY WORKSHEETS lor EXERCISES 1 - 6
Exercise 1:
GOAL SETTING
WHAT? WHERE? WHEN? HOW? Within a family or business unit 
many goals will  be shared, but each member will also have individual 
goals. The differences must be dealt  with through discussion, negotiation, 
and compromise to attain the priorities of the family or business unit.
What  are your goals? What are your spouse's goals? What are your 
children's goals? What are the family goals? List your long-term goals 
(those that will be attained over several years) and short-term goals (those 
that can be attained rapidly); then priorit ize from the most  important  to 
the least.  Rem em ber  that goals are written as action s ta tements ,  they 
specify the time period, and are attainable.  For example, “ I want  to save
$4,000 in two years to be used for the down payment on a car” gives a
specific saving goal and a time frame which appears to be reasonable.
P r i o r i t y
  My long-term goals
  My short-term goals
  Family goals
  Spouse's goals
  Children's  goals
Now, analyze the goals:
- Do our goals agree?
- What compromises  can be made?
- What support will my family members give me?
- What are the expectations my family members  have of me?
- Does a business seem feasible under these ci rcumstances?
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^ - 3 Exercise 2:
BRAINSTORMING SMALL BUSINESS IDEAS
In small groups brainstorm ideas which might be potential small 
businesses in your community. Here are some rules for the 
b ra in s to rm in g  technique .
P u r p o s e
Brainstorming is a method used to generate an idea list f rom a group 
in a short period of time. It is designed to encourage participation by 
all members.  This method usually produces creative new ideas 
useful in solving the problem identified.
P ro c e s s
The goal is to produce a large number of ideas. The following rules 
will help the group achieve the goal.
1. Choose a recorder to write down the ideas generated.
2. Set a time limit or maximum number  of i tems prior to starting.
3. Ask participants to offer ideas as rapidly as possible.
4. Make sure group members understand that ideas can not be judged,
discussed, or rejected at this time. Evaluation will take place after 
the brainstorming is completed.
5. Ideas should be written word for word if possible.
6. Clarification may be asked for if an idea is not understood by the
group.
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^ -0  Exercise 3:
RATING SCALE FOR PERSONAL TRAITS IMPORTANT TO A PROPRIETOR
INSTRUCTIONS: For each question, check the description that best suits
you. The check mark need not be directly over one of the answers since 
your answer  may be somewhere in between. Be honest with yourself.
1. Are you a I do  things If  s o m e o n e I feel  lost
s e l f - s t a r t e r ? my own way. gets me and do
N ob od y needs started, 1 n o t h i n g
to tell me to keep g o i n g u n l e s s
g e l  go ing . all right. s o m e o n e  is.  
p u s h i n g  m e.
2. How do you feel 1 like people. 1 have Most  peop le
about other people? 1 can gel  
alo ng  with  
just  about  
a n y b o d y .
plenty o f  
friends. I 
don't need  
m o r e .
bug me.
3. Can you lead others? 1 can get 1 can gel I let
most  people peop le  to s o m e o n e
to go along do things e l se  get
w it ho ut  much if  I drive t h i n g s
d i f f i c u l t y . t h c m . m o v i n g .
4. Can you take 1 like to I'll take T h e r e ' s
r e s p o n s i b i l i t y ? lake cha rge over if  I a l w a y s
and sec have to, s o m e o n e  e l s e
t h i n g s but I'd w i l l i n g  to
t h r o u g h . rather let 
s o m e o n e  
e lse  be 
r e s p o n s i b l e .
lake over ,  
it n ever  
has to be me.
14
5. H ow  good an 
organ izer  are you?
I l ike to 
have  a plan 
before  1 
start. I'm 
usu al l y  the 
one to get  
th in gs  l ined  
u p .
1 do all
r i g h t
u n l e s s
t h i n g s
get too
goofed up.
I just  take  
th in gs  as 
they  c o m e .
6. H ow  good a worker  
arc you?
I can keep  
g o in g  as 
long  as 
necessary,  
b e l i e v e  
working hard, 
will  get me  
ahead.
I
I'll work  
hard for a 
w h i l e  but 
get burnt 
out quickly.
I
I ha ve  many  
oth e r  in te rest s  
that are more  
i m p o r t a n t  
than work.
7. Can you make I can make up If g iv e n  I don't
d e c i s i o n s ?  my mind in a e n o u g h  t im e  l ike to be
hurry i f  I can decide.  the one  w h o
n e c e s s a r y ,  d e c i d e s
and my t h i n g s
dec i s ion  is 
O.K.
8. Can people  trust They sure can. S o m e t i m e s  I want to
what  you say? I don't say I just say to avoid
things I don't what's h a ss le s ,  no
m e a n .  e a s i e s t .  matter  what.
If the majority of your checks are on the right hand side of the line, you 
might want  to re-consider  starting your own business because your 
personality is better suited to other means of employment.  But, if most 
are on the left, running a business may be well suited to you.
SOURCE: Adapted from Wendell  O. Metcalf,  Starting and Managing a Smal l Bus iness  o f  
Your Own (Washington,  D.C.: Small  Business Administration. ),  pp. 4-5.
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4:
NEEDS AND DESIRES
As you think about your possible business,  what needs and desires 
would it fulfill? Check all appropriate statements.  Then, be sure that 
if you start a business it will help you fulfill these needs.
 Recognit ion
 A c h ie v e m e n t
 Personal  growth
 Respons ib i l i ty
 Sta tus
 F reed o m
 L e a d e r s h ip
 F inancial  independence
 Service to others
 Challenge of  starling
a business
Any others?________  ._
Being my own boss
Being in charge
Expressing myself 
c r e a t i v e l y
.Meeting new people
Having a business 
l i f e s ty le
.Working with 
particular types of 
p e o p le
.Creating employment  
for others
.Determining my 
own location
Flexible work 
s c h e d u l e
Challenge of 
maintaining a business
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Exercise 5:
MANAGEMENT SKILLS INVENTORY
Complete the following assessment.  Check the column that best describes 
you.
Business
Management
Skill
Possess
Adequate
Knowledge
Sometimes a 
Problem 
for me
Often a 
Problem for 
me
Would Need 
to Learn
Would Need 
to Hire
Finance/
Accounting/
Taxes
Marketing/
Promotion
Communication
Negotiation
Selling
Organization
Planning
Controlling
Coordination
Directing
Time
Management
People
Management
Problem­
Solving
Decision­
Making
If you have checked the last two columns for any skill, you need additional 
help or training in that area. If you were in business for yourself,  how 
might you get additional help? List two ways for each skill.
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^ 2 )  Exercise 6:
BUSINESS GOAL CLARIFICATION
Think about your business,  goals and objectives.  One of the 
most important  funct ions you'll perform as a prospect ive  owner-manager  
is determining what these goals and objectives  are. They are the end 
results of all the activities of  your company/organizat ion.  The following
questions  will help you clarify your business goals and objectives.  Think
about them, then list and rate them and any others in the space provided.
•What salary do you want to cam? By when?
•What rate o f  return do you want from the investments you make in your
business?  (Remember ,  if it's less  than you can make invest ing  m o n e y  in
other investments ,  you may want  to recons ider) .
• H o w  much personal equity do you plan to invest?
•Will  you need to borrow money?
•What is your expected  gross  profit?
•What  growth do you want for your business?
Here are additional goals and objectives to think about:
•When should staf f be hired? What type o f  staff?
•What  about expans ion into other f ields?
• H o w  much product should be sold?
•B y ho w  much should sales increase?
•Is market ing nat ional ly  within three years a poss ib i l i ty?
Identify at least five of your business goals, list them below, and 
check the appropriate  rating.
Business Goals R a te d
N e c e s s a r y
R a te d
I m p o r t a n t
1.
2.
3.
4.
5.
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A PPEN DIX III.
POTENTIAL SMALL BUSINESS OPPORTUNITIES
S E R V I C E
Car-Poo l in g
S erv ic e  Statue Repair
Tool  & Equipment
Rental  S e r v i c e
R e n t - a - P l a n t
D r y - C l e a n i n g  Sh o p
W i n d o w - W a s h i n g  S e r v i c e
Pet Talent  A g e n c y
C r o s s - C o u n t r y  T r u c k in g
Copy Shop
Trade Sc h o o l
Retai l  Travel  A g e n c y
Ch im n ey S w e e p  Se r v ic e
C h e c k i n g  E m p l o y m e n t  A p p l i c a t i o n s
Maid Se rv ic e
Tutorial  S e r v ic e
M o b i l e  Surface  Cleani ng
C o m p u t e r - T r a d i n g  Cent er
L i q u i d a t e d - G o o d s  Broker
H o m e  Histor ian
Coin-Op TV
S i n g i n g  T e l e g r a m s
P l a s t i c s - R e c y c l i n g  Ce nte r
R o o m m a t e - F i n d i n g  S e r v i c e
M o v i e - o f - t h e  Month Club
Handicraf t  Co -o p
D i s c o u n t  Painter
Lawyer's  A id e
D ig i t a l  W a t c h - R c p a ir in g  Ser v ic e
I ns ul a t ion  C on trac t ing  B u s i n e s s
G i f t - W r a p p i n g  S e r v i c e
Coin  Laundry
Letter  W rit in g
Securi ty  Patrol Se rv ic e
Closet  De s ign
P a y - T V  Se rvi ce
Pet  Portraits
F in a n c ia l  Broker
Family  Hair Salon
Furni ture  Rental  Se r v ic e
C o n s u l t i n g  B u s i n e s s
Real ly  Help the Handicapped
Flat -Fee Real  Estate Company
T e l e p h o n e - A n s w e r i n g  S e r v i c e
S ecretar ia l  S e r v i c e
T e a c h e r s  A g e n c y
Rent a Best  Sel ler
V i n y l - R e p a i r i n g  S e r v i c e
S e m i n a r  P r o m o t i n g
Day-Care  Center
F u r n i t u r e - S t r i p p i n g  S e r v i c e
You Call, W e Haul
C a r p e t - C l e a n i n g  S e r v i c e
Bi ke  S u rg eo n
E m p l o y m e n t  A g e n c y
Jani tor ia l  S e r v i c e
Pet Hotel  and Gro omin g Serv ice
Liquor  Store
L in g e r i e  Sh op
B i c y c l e  Shop
Flo wer  Shop
Tropical  Fish Store
Gourmet  C o o k w a re
Sel l ing  Old Barn Siding
Chris tmas  Ornament  Store
Furni ture  Store
Hobby Shop
Discount  Fabric Shop
Record Peddler
Paint and Wall  Cover ing  Store
D o -I t - Y o u r s e l f  C o s m e t i c  Shop
Pipe Shop
U se d -B o o k  Store
Mattress  Sh op
Pel Shop
Cat Paraph ernal ia  
Shel l  Shop  
Vide o Store  
Retail  Phone  Store
FOOD
Breakfast  in Bed  
M u s h r o o m i n g  B u s i n e s s  
M o b i l e  Restaurant  
Lo w-Cal  Bakery  
Chip Shop  
Cookie  Shop  
Fryst ick Snack  Shrimp  
Peddl ing  Ice Cream Parlor  
C o n v e n ie n c e  Fo od  Store  
Su bm arin e  S a n d w i c h  Sh op
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FOOD (con i ’d) R E T A I L
Soup Kitchen
Health Food Store
H o m e m a d e - C a n d y  Stand
D o u g h n u t  Shop
Grandma's Bread Shop
Cash In on Corn
N o - A l c o h o l  Bar
Coffee  Shop
Hot D o g  Goes  French
F r i e d - C h i c k e n  T ak eou t
P o p c o r n  V e n d i n g
Gourmet Cheese  and Wine  Shop
Ha m b u r g e r  Stand
Pizzeria Shop
R E C R E A T I O N A L  S P O R T S
So ccer  Spec ia l ty  Store  
Ro l le r -S ka te  Rental  Shop  
Hot-Tub Spa Faci li ty  
A t h l e t i c - S h o e  Store  
W i n d - S u r f i n g  S c h o o l  
A r c h e r y - - R i g h t  on  Target  
P u b / N i g h t c l u b / D i s c o  
Physi ca l  F i tness  Center  
Sof tba l l  L ea s i n g  
Tennis  & Racquetball  Club 
Fem ale  Sports Market  
A m u s e m e n t  G am e Center  
R o l l e r - S k a t i n g  Rink
A U T O M O T I V E
M u ff l e r  Sh op  
C on si gn m ent  Uscd- Car  Lot 
D o -I t - Y o u r s e l f  Auto Repair Shop  
Restaurant Parking Lot Car Wash  
T u n e - U p  Shop  
A u t o - P a r k i n g  S e r v i c e  
Car-Care Co-op  
A u t o - P a i n t i n g  Sh op  
A u t o m o b i l e  D e a l i n g  
Car Wash
T en -M in u te  O i l - C h a n g c  Shop
S w a p - M c c l  P r o m o t in g  
Plant Shop  
A nt ler  R e c o v e r y  
Moped Shop  
Bons ai  C o l l e c t in g  
T-Shirt  Shop  
Cardboard Caskets  
Wom en's  Apparel  Shop  
Contest  P r o m o t i n g  
Gift Shop
A r t - S h o w  P r o m o t i n g
D o - I t - Y o u r s e l f  F ramin g Shop
Flea  M a r k c ts - - F in d in g  Product s
Ant iqu e  Store
Making Class  Reunions  Pay
Weddin g Store
Mai l-Order  B u s i n e s s
V i t a m i n - N u t r i t i o n  Store
Off to the Hunt
Children's Apparel  Store
Candid Ke yc ha in  Photos
Hold Fa sh io na bl e  Parties
Robots Are a Reality
Gold Prospec t ing  and
the Gold Prospect ing  Store
M A N U F A C T U R I N G
H a n d ic r a f t  M a n u f a c t u r i n g
M in ia tu r e  Fu rni tu re
S c u l p t u r c d - C a n d l c  M a k i n g
Name That Scarf
Cust om R u g m a k i n g
S t a i n e d - G l a s s - W i n d o w  M an u fa c tu r in g
H o t- T u b  M a n u f a c t u r i n g
Burglar  Alarm  M a n u f a c t u r in g
T O U R I S M
St uf fc d- T oy  Ani m al  V e n d i n g
B a l lo on V e n d i n g
M u l l i - T h c a l c r s
Antique  Photo  Shop
Handwrit ing  A n a l y s i s  by Com put er
F lo w e r  V e n d in g
D i v e - f o r - a - P e a r l  S h o p
Book Balloon Tours
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P U B L I S H I N G
W h o ' s  W h o  Pu bl i s h in g
Rental  Lis t  Pub l i sh in g
The N ove l  About  You
Free C la ss i f ie d  N e w s p a p e r  Pub l i sh ing
N e w s l e t t e r  P u b l i s h i n g
F R A N C H I S E S
Franchising:  Ready for the Eight ies
The Pros and Cons o f
B u y i n g  a Franchise
Where  to Find the Money
for  your  Franch ise
T H E  U N U S U A L
Import and Export  
Jojoba  Plant at ion  
Rent a Picket  
B ook  Your Valuables  
P ape r  R e c y c l i n g  
Your Own Stock Market
From: 184 B usi nesses  Anyo ne  Can Start
and Make A Lot o f  Money  
by Chase Revel
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APPENDIX IV
»
v
Rural 
Opportunities
Tourism
Natural Resource Based
Industries
Trucking
Wholesaling
Non-residential Construction 
Isolated Industries - Military 
Nursing and Personal Care 
Existing Manufacturers 
Local Entrepreneurs
Small Business 
Entrepreneurs
✓  Create more jobs
✓  More innovative, creative
✓  Produce more profits
but
Y  More risk 
X More failures
Wanted
An Erd]x^]xneur who
Is a self-starter
>- Has great stamina
^  Is willing to defer rewards
Is able to center life on 
the business
The Planning Process
Long-Term Goals
Short-Term Goals
m
it
Actions: Activities 
for Goal Attainment
t
Define Needed 
Resources
Visual #4
Inventory Your 
Management Abilities
□ Education
□ Skills
m Hobbies
□ Professional Skills
□ Other Interests
Visual #5
Can Focus 
on the 
"Big Picture”
A
Make -----------1----------1 EmotionallyDecisions Abilities
Under Stress
f| ..
Needed
1
Stable
Comprehend 
Every Detail
Visual  # 6
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UNDERSTANDING THE ROLE OF HOME-BASED BUSINESS  
IN YOUR COMMUNITY
WORKSIIOP EVALUATION
I. On a scale of 1 to 5, please rate the following items by circling the
appropriate answer: ( l = s t r o n g l y disagree  , .. 5 = st ro n g ly  agree)
a. This workshop was
w e l l  present ed.  1 2 3 4 5
b. This workshop helped me  
to understand the role 
o f  h o m e - b a s e d  bus i ness
in my co m m un ity .  1 2 3 4 5
c. This workshop assisted me  
in d e te rm in in g  my potent ial
as a bus iness  owner.  1 O 3 4 5
II. One thing I learned about about home-based business is:
III. As a result o f  this workshop I plan to:
IV. Other comments:
MAHALO FOR YOUR COOPERATION!! Please collect these evaluation forms 
and send them to your local County Cooperative Extension Service Office.
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